Lee, Dougherty & Ferrara

Providing holistic, experienced financial help
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AT A GLANCE
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asset management through LPL
Financial, estate planning
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Lester Lee,CFP®,
Perry Dougherty, CFP®,
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15
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2003
Phone:

225.757.1177
Web site: www.ldfwealth.com
Email: scheduler@ldfwealth.com

Securities offered through LPL
Financial, Member FINRA/SIPC

n these uncertain times, Lee, Dougherty & Ferrara Investment Management is uniquely poised to deliver exceptional
service.
Not only do the firm’s advisers bring decades of experience, but, as representatives of America’s No. 1-rated independent
broker/dealer, the registered representatives at Lee, Dougherty &
Ferrara (LDF) are free to recommend the “best of the best” for its
clients. Unlike many investment firms, LDF has no proprietary
investments in which the firm has a financial stake of its own.
This practice helps prevent potential conflicts of interest between
a firm and its clients.
“Conflict-free investment advice has become especially important in the last few years,” explains Lester Lee, partner. “There can
be a tendency for other firms to promote ‘in house’ investments
that may provide larger compensation to the firm and/or adviser
recommending those investments. That may not be most suitable
for the investor. Instead, we provide unbiased, objective advice
designed to best match our client’s objectives rather than advice
influenced by compensation. Our broker/dealer, LPL Financial,
has stayed out of the news. Considering that recent headlines
have involved fraud and bailouts, being out of the news has been
a good thing.”
Despite its large size, strength and more than 40-year history,
LPL Financial may be less widely known because most of its
advisers operate under their own names, like Lee, Dougherty &
Ferrara. In Fact, LPL Financial is made up of more than 12,000
investment advisers in 7,000 branches, with corporate offices in
Boston, Charlotte and San Diego. Financial Planning magazine
rated LPL Financial America’s No. 1 independent broker/dealer
for 13 years running, based on total revenue.
“We don’t work ‘for’ LPL Financial,” explains partner Ricky
Ferrara. “In a sense, they work for us. They provide platforms
from which we can make recommendations to our clients. LPL
Financial provides a lot of back-office support for us in areas like
research, technology, SEC and FINRA compliance, and client
statements.”
Whether guiding small businesses, retirees or others facing a
change in their financial outlook, the advisers of LDF offer “holistic, comprehensive financial advice,” notes partner Perry Dougherty. “We strive to evaluate a client’s complete financial picture
before giving advice.”
LDF is also distinguished by the depth of education and ex-

perience it brings to each decision. “We have furthered our commitment to our clients by achieving higher education and professional designations well beyond the minimum required,” notes
Lee, a CERTIFIED FINANCIAL PLANNER™ Practitioner.
“This adds value to the breadth of knowledge we offer, particularly
with complex estate, tax or retirement distribution planning.”
Working from a base of exceptional products and strategies,
the firm stays on top of the latest technologies and innovations.
Irreplaceable hands-on experience also helps to ensure the best
possible advice. After each had worked for one of the nation’s
largest investment houses, the three principals combined their 48
years of experience in wealth management to found LDF in 2003.
Today, their practice has grown to include nine financial consultants and five support staff. “Our staff ’s attention to detail is
second to none, and they are all completely committed to best
serving our clients,” Ferrara notes. “In our industry, that makes a
big difference. Some staff members have been with us more than
15 years.”
Such long-term relationships are the cornerstone of LDF. Several families have been counseled for four generations. “We want
long-term relationships,” explains Dougherty. “We want to serve
families over the long term, and consider it a compliment to have
been given this opportunity by our clients and their families.”
In fact, helping retirees and future retirees maintain their
standard of living and pass on wealth is one of LDF’s areas of
expertise.
“We get a lot of referrals from people who are approaching
retirement,” Lee notes. “Many retirees would rather fish, hunt,
shop, travel or spend time with their grandchildren rather than
manage their investments alone. We not only have the intent to
place their best interests first, we also have the capability and the
freedom to do so.”
Some clients even turn to LDF for non-investment-related
advice. “It’s very rewarding when you’ve achieved that level of
trust,” says Lee. “The financial services industry has been through
such turmoil in the last few years and the public’s trust has been
fractured. We understand this and want people to understand that
there are still good men and women in this profession trying to
do the right thing for their clients.”
As they say at Lee, Dougherty & Ferrara, “Relationships matter. Experience counts.” •

